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An AICPA publication for the local firm
DO YOUR CLIENTS GET ENOUGH ATTENTION?
Todays best-sellers on management and future 
trends are In Search of Excellence: Lessons from 
America's Best-Run Companies, by Thomas J. Peters 
and Robert H. Waterman, Jr.,1 and Megatrends: Ten 
New Directions Transforming Our Lives, by John Nais- 
bitt.2 Both books emphasize two things: (1) the cus- 
tomer/client is always paramount, and (2) managers 
are coming, to use a term from the latter book, from 
the ranks of the baby-boomers. Baby-boomers are 
those people who were born between 1946 and the 
early 1960s.
1Thomas J. Peters and Robert H. Waterman. Jr., In Search of 
Excellence: Lessons from America’s Best-Run Companies (New 
York: Harper & Row, 1982).
2John Naisbitt, Megatrends: Ten New Directions Transforming Our 
Lives (New York: Warner Books, Inc., 1982).
CPAs have long recognized that positive client 
relationships are vital. Positive client associations 
have been obtained through the provision of high- 
quality technical service, advice and counsel. 
However, beyond performing the engagement, cli­
ent contacts have been limited. Perhaps a tax up­
date, along with a social hour, might be offered once 
a year but, apart from this, little effort has been 
devoted to formal meetings or interaction with cli­
ents. The lack of focus on repetitive client con­
sultation is an outgrowth of most partnership 
agreements wherein billable hours has become the 
key ingredient in determining profit allocations. In 
our changing environment, this lack of formal plan­
ning for meeting with clients is insufficient.
Baby-boomers are significant, if for no other rea­
son than the sheer size of their numbers and the fact 
that the managers of the late 1980s will come from 
their ranks. They are computer literate, question 
traditional forms of organization and want to par­
ticipate in the decision-making process. They want 
to become entrepreneurs. Six hundred thousand 
new businesses are started each year. These en­
trepreneurs are now coming from the ranks of the 
baby-boomers. They represent CPAs’ current and 
future markets.
It is a truism that survivability of an accounting 
practice depends upon acquisition and retention of 
clients. However, CPA firms are dominated by senior 
partners—mature (older) individuals who tend to 
use past experience for the solution of today's (and 
tomorrows) problems. They are also inclined to be 
involved in professional activities and concerned 
with the adequacy of financial resources to insure 
their impending retirement. Unfortunately for the 
firm, however, the market environment is dynamic 
and ever-changing. Today, each client is more so­
phisticated, wants more attention and has unique 
needs. A traditional, laissez-faire, uniform ap­
proach toward all clients will no longer work.
In today's environment, client acquisition and re­
tention require separate recognition and planning. 
Both planning and implementation must be formal 
with accountability for results, and more time must 
be spent with present clients (albeit non-billable) 
because retention is the key to referral of new 
clients.
Prior to meeting with clients, however, the firm 
must analyze (1) current services performed for each 
client, (2) services not performed for each client, and 
(3) services that it can provide. Subsequent to a 
specified date, and after initial meetings with cli­
ents have been conducted, each CPA with client re­
sponsibility should make a formal report to the 
executive committee. A progress report is vital!
Initial conferences should be broad and open- 
ended. They should have two objectives: (1) to dis-
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cover and assist in the solution of client problems 
and (2) to make the client aware of and contract for 
additional CPA services. Typical questions (the an­
swers to which should be reported to the executive 
committee) might be the following:
□ What business are you in?
(Back to the old cliche: Railroads are in the 
transportation business, not in railroading.)
□ What are your personal, long-range goals?
(For example, retirement: pensions, estate 
planning, going-public, management succes­
sion, etc.)
□ Are costs adequately controlled?
(Cost and profit centers, standard costs, com­
puter software and hardware.)
□ How do you compare with your competitors? 
(Market share, industry ratios, trade associa­
tion data, Bureau of the Census statistics.)
□ Is personnel turnover acceptable?
(Are key personnel identified? Is turnover of 
non-key personnel too low? Or, too high?)
□ Do you engage in "informal” profit planning? 
(Rates of return, break-even analysis, direct 
costing, cash management.)
If nothing else, the forgoing inquiries show clients 
that you are interested in them, their firms, their 
successes and their survival. More important, the 
average small-business person doesn’t have either 
the time or the inclination to ask these questions. If 
the CPA knows as much about the business as the 
client does (which he should), the resultant two-way 
communication should provide some interesting 
answers.
When reports have been reviewed, it should be­
come apparent to the executive committee that a 
market exists for certain ancillary services. Now, 
the firm faces a challenge: either develop or other­
wise acquire those skills necessary to provide these 
services or maintain the status quo. That is, it must 
decide whether to become a full-service firm or 
whether the current organization is satisfactory. It 
should be obvious that retention of the status quo is 
the inevitable direction toward extinction. Thus, 
the logical decision is to fully serve all clients needs 
compatible with operating a CPA practice.
The CPA Client Bulletin
With 600,985 copies of the February CPA Client Bul­
letin sent to 5,497 CPA firms for distribution to their 
clients, this newsletter has by far the largest circula­
tion of any Institute publication.
Client newsletters are, of course, an excellent way 
to supplement personal contact and enhance your 
firm’s close relationship with clients and com­
munity. Each month, the CPA Client Bulletin brings 
four pages of comments and suggestions on taxes, 
government regulations, management practices, 
company and personal finances, and other matters 
about which CPAs might wish to advise individual 
or small-business clients.
While the CPA Client Bulletin is written and edited 
primarily for the clients of smaller CPA firms, the 
majority of which distribute no more than 100 cop­
ies, a few subscriptions are for many hundreds or 
even several thousand copies. And for the minimum 
charge of $120 per year, 125 firms subscribe to the 
proof sheet service and incorporate Client Bulletin 
items in their own firm newsletters.
For further information, contact Art Lodge or Rod 
Parnell at the AICPA.
The forgoing de facto self-examination should 
provide the following advantages:
□ Young partners will appreciate the oppor­
tunity to increase their knowledge and intellec­
tual skills.
□ Young partners will see the potential for in­
creased gross revenues.
□ Staff accountants will appreciate the potential 
for advancement.
□ The firm, as a whole, will be oriented toward 
dynamic change that will benefit clients. Leth­
argy and inertia should disappear.
In effect, this process utilizes clients to direct the 
firm toward changes necessary for survival and ex­
pansion. Moreover, it builds on the basic premise 
that CPAs should be thinking of, assisting and advis­
ing clients to grow through profit maximization. 
Further, it offers no disadvantages! Try it.
-by John B. Sperry, CPA, Ph.D.
School of Business 
Virginia Commonwealth University 
Richmond, Virginia 23284
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Highlights of Recent Pronouncements
FASB Statements of Financial 
Accounting Standards (SFASs)
No. 78 (December 1983), Classification of Obliga­
tions That Are Callable by the Creditor
□ Amends ARB no. 43, chapter 3A, "Current As­
sets and Current Liabilities,” to specify the 
balance sheet classification of obligations that, 
by their terms, are or will be due on demand 
within one year (or operating cycle, if longer) 
from the balance sheet date. Also specifies the 
classification of long-term obligations that are 
or will be callable by the creditor either be­
cause the debtor's violation of a provision of the 
debt agreement at the balance sheet date 
makes the obligation callable or because the 
violation, if not cured within a specified grace 
period, will make the obligation callable. Such 
callable obligations are to be classified as cur­
rent liabilities unless the creditor has waived 
or subsequently lost the right to demand re­
payment for more than one year (or operating 
cycle, if longer) from the balance sheet date; or, 
for long-term obligations containing a grace 
period within which the debtor may cure the 
violation, it is probable that the violation will 
be cured within that period, thus preventing 
the obligation from becoming callable.
□ Effective for financial statements for fiscal 
years beginning after December 15, 1983 and 
for interim accounting periods within those 
fiscal years.
No. 77 (December 1983), Reporting by Transferors for 
Transfers of Receivables with Recourse
□ Specifies that a transferor ordinarily should re­
port a sale of receivables with recourse transac­
tion as a sale if the transferor surrenders its 
control of the future economic benefits relating 
to the receivables; the transferor can reasonably 
estimate its obligation under the recourse provi­
sions; and, the transferee cannot return the re­
ceivables to the transferor except pursuant to the 
recourse provisions. If those conditions do not 
exist, the amount of proceeds from the transfer 
should be reported as a liability.
□ Requires that the transferors financial state­
ments disclose the proceeds to the transferor 
during each period for which an income state­
ment is presented; and, if the information is 
available, the balance of the receivables trans­
ferred that remain uncollected at the date of 
each balance sheet presented.
□ Effective for transfers made after December 31, 
1983, including those made pursuant to earlier 
agreements.
No. 76 (November 1983), Extinguishment of Debt
□ Amends APB Opinion no. 26, Early Extinguish­
ment of Debt, to make it apply to all extinguish­
ments of debt, whether early or not, other than 
those currently exempted from its scope, such 
as debt conversions and troubled debt restruc­
turings.
□ Specifies what shall be considered an ex­
tinguishment of debt. Debt shall be considered 
extinguished for financial reporting purposes 
if the debtor pays the creditor and is relieved of 
all its obligations with respect to the debt; the 
debtor is legally released from being the pri­
mary obligor under the debt either judicially 
or by the creditor and it is probable that the 
debtor will not be required to make future 
payments with respect to that debt under any 
guarantees; or, the debtor irrevocably places 
cash or other assets in a trust to be used solely 
for satisfying scheduled payments of both in­
terest and principal of a specific obligation and 
the possibility that the debtor will be required 
to make future payments with respect to that 
debt is remote.
□ Effective for transactions entered into after De­
cember 3, 1983.
No. 75 (November 1983), Deferral of the Effective Date 
of Certain Accounting Requirements for Pension 
Plans of State and Local Governmental Units
□ Amends FASB Statement no. 35, Accounting 
and Reporting by Defined Benefit Pension Plans, 
to defer indefinitely its applicability to pen­
sion plans of state and local governmental 
units pending further action by the Financial 
Accounting Standards Board.
□ Effective upon issuance retroactive to fiscal 
years beginning after December 15, 1980.
No. 74 (August 1983), Accounting for Special Termi­
nation Benefits Paid to Employees
□ Requires an employer that offers, for a short 
period of time, special termination benefits to 
employees to recognize a liability and an ex­
pense when the employees accept the offer and 
the amount can be reasonably estimated.
□ Applies to special termination benefits offered 
after June 30, 1983. Restatement is permitted.
No. 73 (August 1983), Reporting a Change in Account­
ing for Railroad Track Structures
□ Amends APB Opinion no. 20, Accounting 
Changes, to specify that a change to deprecia­
tion accounting from retirement-replacement- 
betterment accounting shall be reported by 
restating financial statements of all prior peri­
ods presented.
□ Effective for changes made after June 30, 1983.
Practicing CPA, February 1984
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No. 72 (February 1983), Accounting for Certain Acquisi­
tions of Banking or Thrift Institutions
□ Amends APB Opinion no. 17, Intangible Assets, 
regarding the amortization of the unidentifiable 
intangible asset recognized in certain business 
combinations accounted for by the purchase 
method. If, and to the extent that, the fair value of 
liabilities assumed exceeds the fair value of iden­
tifiable assets acquired in the acquisition of a 
banking or thrift institution, the unidentifiable 
intangible asset recognized generally shall be 
amortized to expense by the interest method 
over a period no longer than the discount on the 
long-term interest-bearing assets acquired is to 
be recognized as interest income.
□ Specifies that financial assistance granted to an 
enterprise by a regulatory authority in connec­
tion with a business combination shall be ac­
counted for as part of the combination if receipt 
of the assistance is probable and the amount is 
reasonably estimable.
□ This statement applies prospectively to business 
combinations initiated after September 30, 1982.
FASB Interpretation
No. 37 (July 1983), Accounting for Translation Ad­
justments upon Sale of Part of an Investment in a For­
eign Entity (interprets SFAS no. 52).
Statements on Auditing Standards
No. 47 (December 1983), Audit Risk and Materiality in 
Conducting an Audit
□ Provides guidance on the auditor's consideration 
of audit risk and materiality when planning and 
performing an examination of financial state­
ments in accordance with generally accepted au­
diting standards.
□ Effective for examinations of financial state­
ments for periods beginning after June 30, 1984. 
No. 46 (September 1983), Consideration of Omitted 
Procedures After the Report Date
□ Provides guidance on the considerations and 
procedures to be applied by an auditor who, 
subsequent to the date of his report on audited 
financial statements, concludes that one or more 
auditing procedures considered necessary at the 
time of the examination in the circumstances 
then existing were omitted from his examination 
of the financial statements, but there is no in­
dication that those financial statements are not 
fairly presented in conformity with generally ac­
cepted accounting principles or with another 
comprehensive basis of accounting.
□ Effective as of October 31, 1983.
No. 45 (August 1983), Omnibus Statement on Auditing 
Standards—1983
Practicing CPA, February 1984
□ Substantive Tests Prior to the Balance-Sheet 
Date—Amends SAS no. 1 and provides guidance 
on (1) factors to be considered before applying 
principal substantive tests to the details of bal­
ance-sheet accounts at interim dates, (2) extend­
ing audit conclusions to the balance-sheet date, 
and (3) coordinating the timing of auditing 
procedures.
□ Related Parties—Supersedes SAS no. 6 and re­
moves guidance on accounting and disclosures 
now covered by FASB Statement no. 57. The 
nature and extent of the auditor's responsibilities 
and procedures remain unchanged.
□ Supplementary Oil and Gas Reserve Informa­
tion—Technical revisions to SAS no. 33 to be 
consistent with the requirements of FASB State­
ment no. 69. The nature and extent of the audi­
tor’s responsibilities and procedures have not 
been changed.
□ The amendments of the entire statement are 
effective for periods ended after September 30, 
1983.
Statement on Standards for
Accounting and Review Services
No. 5 (July 1982), Reporting on Compiled Financial 
Statements
□ Amends the reporting standard and example set 
forth in paragraphs 14(a) and 17 of Statement on 
Standards for Accounting and Review Services 
no. 1.
□ Applies to periods ending on or after December 
31, 1982.
Statements on Standards for 
Management Advisory Services
No. 3 (November 1982), MAS Consultations
□ Provides guidance on the application of certain 
of the general standards set forth in SSMAS no. 1, 
Definitions and Standards for MAS Practice, to 
MAS consultations.
□ Establishes certain technical standards applica­
ble to MAS consultations.
□ Applies to MAS consultations occurring after 
May 1, 1983.
No. 2 (November 1982), MAS Engagements
□ Provides guidance on the application of certain 
of the standards set forth in SSMAS no. 1 to MAS 
engagements.
□ Discusses the nature of MAS engagements, pro­
fessional competence, planning and supervision, 
sufficient relevant data, role of the practitioner,. 
understanding with client, client benefit and 
communication of results in MAS engagements.
□ Applies to MAS engagements undertaken on or 
after May 1, 1983.
Building a Team Can 
Solve Partnership Problems
Two skills are important in solving partnership 
problems through effective team building. One is 
being able to deal with personality differences. The 
other is knowing how to make team decisions. But 
the first step, of course, is to understand what causes 
conflict between people and what effect this has.
Conflict is normal. It is always there and you have 
to learn how to deal with it. Age differences can 
contribute to conflict in a firm because different 
generations have different ways of looking at many 
things. If someone always has to win in such situa­
tions, and many people are brought up thinking that 
they do have to win, then someone else has to lose. 
This need of some people to have power and control 
others can be costly to the firm.
Stress is another cause of conflict. Sometimes, 
stress results from family situations and the ex­
pected life changes, and sometimes it is job related. 
New responsibilities, overwork, seasonal deadlines 
and personality differences can all put stress on 
partners and cause conflict in the firm.
Everybody has different expectations and while 
we all think our views and expectations are the most 
realistic, the trick is to bridge these differences and 
solve problems without putting someone else down 
—i.e., to focus on the problems, not on the person­
alities involved.
The effects of conflict
Typically, many people fear conflict, partly out of 
worry over what others will think of them, and 
adopt a lose/lose strategy of avoidance and with­
drawal. They see protection of self-image and keep­
ing the peace at any price as more important than 
the task or goal at hand. Typical behavior includes 
indecisiveness and the tendency to minimize the 
differences.
Other people adopt a win/lose strategy—one of 
negative confrontation. In this strategy, conflict is 
seen as a struggle to determine the dominant person 
or power, and the goal or task becomes more impor­
tant than concern for people. The typical behavior of 
a person with this win at all costs attitude includes 
aggressiveness, intimidation and faultfinding.
Relationships without conflict are nonproduc­
tive. Conflict is the growing edge of a partnership 
and provides the opportunity to appreciate the dif­
ferences in problem-solving strategies. With the ap­
propriate strategy, conflict can be seen as an oppor­
tunity to attack partnership problems rather than 
as an opportunity to attack another partner.
A win/win strategy is one of positive mutual con­
frontation in which each person accepts the respon­
sibility for his beliefs and opinions. In this strategy, 
problems are viewed as a challenge and each part­
ner becomes a catalyst for change, not an antagonist 
for power. Instead, the partners stimulate creative 
forces in each other and both the people and the task 
are viewed as important. To make this strategy 
work, you must let the other side know that you are 
listening and “own” what you say—e.g., I think this, 
that or the other, etc.
A method for solving problems
One resource for team building is the decision-mak­
ing format. However, certain ground rules must be 
established if problems are to be solved using this 
method. For example, you must
□ Determine what needs to be done and the pri­
ority of the issue in question.
□ Define the goals to be reached and determine 
how you will measure the results.
□ Create multiple alternatives, evaluate them 
and assign tasks to ensure execution of the se­
lected ones.
□ The final agreement should be specific and in 
writing to remind everyone of the changes that 
must be made.
□ Evaluate the results of your decisions to deter­
mine whether or not you reached your goals.
□ Monitor the success generated by the team de­
cision format.
Generally speaking, the team decision format is 
most effective in meetings where the emphasis is on 
planning. The format tends to equalize power 
among group members and allows people to maxi­
mize their contributions. With the ground rules 
clearly established, little time is wasted on power 
plays and the result is increased team spirit and 
cooperation. Also, the interpersonal skills required 
to make the format work, tend to carry over into 
other meetings and relationships.
Without the development of effective communica­
tion skills, the team decision format is just another 
chart on the wall. But once partners have learned 
how to listen, understand others' feelings and ex­
press themselves clearly and concisely, and been 
given a work climate based on trust and acceptance, 
the team decision format will eliminate costly 
power plays. It will also increase productive com­
munication and give more assurance that partici­
pants will support the outcome of decisions.
—by Claude D. Dollins 
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Help for Osborne Computer Users
The relatively large number of CPAs and CPA firms 
who are users of Osborne computer systems were 
obviously upset when the hardware manufacturer 
filed for bankruptcy protection under Chapter 11. 
Such an action always means there will be many 
changes. In the high technology world of computers 
it means end-user support dries up, parts and ser­
vice become difficult to find, product enhancements 
stop and third-party vendors will not be developing 
add-ons or new software.
Though the picture is black, do not throw away 
your Osborne just yet. The powerful portable should 
continue to be a viable product for a number of 
years. Osborne sold a lot of units, so the product has 
a large, generally satisfied, user base. That base is 
large enough to attract other organizations who feel 
they can make a good business out of supporting 





San Francisco, CA 94133
□ Hardware
JMM Enterprises, Inc.




2310 Lindy Avenue 
San Jose, CA 95131
□ Service





Denver Osborne Group 
RO. Box 27826
Denver, CO 80227
First Osborne Group 
P.O. Box 3474
Daly City, CA 94015-0474
Note: The above user groups are a good source for 
software and operating tips.
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1984 Quality of Life Seminar
The AICPA management of an accounting practice 
committee is sponsoring its fifth annual quality of 
Life Seminar for CPAs and spouses at the Hotel del 
Coronado in San Diego, California on May 16-18. The 
theme this year is “Breaking Barriers.”
The program is designed to assist individuals in 
freeing themselves from the restraints that prevent 
them from using their skills and talents in the most 
effective manner. Two nationally known lecturers 
will conduct the seminar and share modern psycho­
logical techniques and practical ideas.
The AICPA quality of life seminars provide an 
opportunity for CPAs and their spouses to discover 
how to lead healthier, happier and more productive 
lives. The hotel is adjacent to the Pacific Ocean, so 
come to San Diego in May and unwind after a busy 
tax season.
For further information, contact David 
McThomas at the Institute. (212) 575-6439.
The AICPA National Industry Conference
The objectives of this years National Industry Con­
ference, which will be held at the Hyatt Regency 
Hotel in New Orleans, Louisiana on April 26-27, are 
two-fold. One aim is to provide corporate executives 
with updates on current financial and economic 
developments affecting business, and the other goal 
is to present various skills and techniques that can 
help improve management effectiveness.
Some practitioners might wish to attend the con­
ference with clients, as a practice development pro­
ject. Other practitioners, who perform a controller­
ship function for their clients, might find the tech­
nical sessions beneficial.
The lecture sessions will include the following 
topics: cost reduction and value analysis; com­
puterized tools for the future; performance im­
provement planning; cash management systems, 
procedures and practices; oil and gas accounting 
update; stress; pension accounting; effective listen­
ing; self-insurance, captives and other financing 
methods; FASB update; presentations to top man­
agement; using small computers for analysis of re­
motely located operations; accounting for public 
utilities; and tax planning (after TEFRA) for closely- 
held businesses.
The registration fee is $275. This includes two 
luncheons, a cocktail reception, coffee breaks and 
conference materials. For further information, con­
tact the AICPA meetings department (212) 575-6451.
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Selected Small CPA Firms' 
Research and Information Sources
Accounting and auditing pronouncements are being 
promulgated at an astonishing rate. Likewise, the 
list of financial and economic information sources is 
growing daily. Managing information has become 
an important task that all CPA firms must accom­
plish efficiently and effectively.
To determine how smaller accounting firms are 
meeting their information needs, we surveyed a 
number of firms to obtain knowledge of their data 
sources, the nature of their libraries and research 
staffs, and the extent to which they use various data 
bases. Ten firms from California, 11 from Massa­
chusetts and 10 from Virginia agreed to participate 
in our study. Each firm described itself as a local 
firm with one or more offices located in the same 
city or township. Twenty-seven of the 31 firms indi­
cated that they employ fewer than 25 professional 
personnel at their offices. Each respondent an­
swered a number of questions relating to library 
holdings, services and data base use. Response dis­
tributions were quite similar for the three states, so 
results have been aggregated in this article.
To assure full compliance with professional stan­
dards when providing accounting and auditing ser­
vices, all firms need to periodically assess the 
adequacy of their research and data sources and the 
appropriateness of their means of disseminating in­
formation. Our findings and suggestions should, 
therefore, prove useful for all small CPA firms, re­
gardless of geographical location.
Library holdings
Library resources at the CPA firms surveyed are not 
very extensive. Only 1 of the 31 firms reports a col­
lection exceeding 5,000 items. Business periodicals 
such as the Wall Street Journal and Business Week are 
rated highest in terms of frequency of use. Various 
Financial Accounting Standards Board (FASB) pub­
lications are also highly rated. Most of the firms 
indicate they obtain textbooks and industry/client 
publications regularly but they note these are not 
consulted on a continuing basis.
Almost all of the firms rely heavily on AICPA pub­
lications. Used most frequently among the firms 
surveyed are: AICPA Professional Standards (vols. 
1-2), the CPA Letter, Audit Guides, Accounting Trends 
and Techniques, Industry Accounting Guides, Man­
agement of an Accounting Practice Handbook, Audit 
& Accounting Manual, and Technical Practice Aids. 
Publications of other organizations, such as the 
American Accounting Association (AAA) and the Na­
tional Association of Accountants (NAA), are pur­
chased and consulted much less frequently.
Services
None of the firms questioned offer very elaborate or 
sophisticated library services to their professional 
staff. It could be that these firms believe better ser­
vices are not needed or cannot be cost justified. 
However, increasing competitive pressures and the 
virtual knowledge explosion we are witnessing 
could cause some firms to alter beliefs of this sort. In 
the long run, a good resource center could save them 
both time and money.
In order to assure that library material is used 
efficiently, it is advantageous to have someone re­
sponsible for informing personnel of what is avail­
able and for keeping materials up-to-date. Perhaps 
the best way to provide this service is through the 
use of a full-time or a part-time librarian. However, 
this is not always possible so some alternative must 
be considered.
None of the firms surveyed have full-time li­
brarians, and less than half of them even have indi­
viduals employed part-time in the library. Instead, 
almost all of the firms assign the responsibility for 
the selection and acquisition of library materials to 
an officer in the firm.
When it comes to conducting research, only six 
firms report having individuals in the office with 
this as their primary responsibility, but five firms 
say they have written manuals that indicate ac­
cepted research procedures. Similarly, fewer than 
one-third of the firms have specific programs for 
keeping professional personnel up-to-date on new 
items and services offered by the office library. 
However, a few firms indicate they participate in 
interlibrary loan programs, and one firm (only) has 
a structured plan for sharing research materials 
with other accounting firms.
While it is difficult to generalize based on a survey 
of 31 small CPA firms, it appears that many small 
firms have limited library facilities and lack knowl­
edge of data bases, computer searching capabilities 
and information management techniques. Some re­
spondents, however, indicate that they would like to 
learn more about computerized data base capa­
bilities.
None of the 31 firms questioned have on-line data­
base searching facilities in-house and few take ad­
vantage of this resource which is often located at 
neighboring universities, public libraries or nearby 
companies. However, one of the fastest ways to ob­
tain information is through the use of on-line data 
bases and a number of new systems have been de­
veloped recently in the field of accounting. These 
include NAARS (National Automated Accounting 
Research System), which is a full text data base of 
annual reports and authoritative accounting litera­
ture, available through Mead Data Central (call
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800-227-4908) or through the auspices of the AICPA’s 
information retrieval department (call Hortense 
Goodman, (212) 575-6393)). Disclosure 11 is another 
data base covering financial reports of public corpo­
rations, available through various on-line services 
including Dialog Information Services (call 
800-227-1927) and Dow Jones and Company (call 
800-257-5114). In addition, Accountants Index a bib­
liographic data base, is available on-line through 
SDC Information Services (toll-free number 
800-421-7229. (In California, call (213-820-4111, ext. 
6194)). For additional information on Accountants 
Index, call Karen Simmons, AICPA library (212) 
575-6194.
Firms need to continually consider their informa­
tion needs and capabilities to assure that their staffs 
are kept up-to-date and that their clients are receiv­
ing the best service possible. From a competitive 
point of view, firms that keep abreast of technologi­
cal advances are most likely to be those that prosper. 
How well a firm responds to client questions could 
have an impact on both client retention percentages 
and numbers of new client acquisitions.
We strongly recommend that small CPA firms 
make a concerted effort to upgrade their research 
and information sources. It does not necessarily fol­
low that because a firm is small, it needs fewer and 
less sophisticated sources than the larger firms. Up­
grading the library should not be done haphazardly, 
however. We recommend that firms thoroughly in­
vestigate all the available research sources, since 
there are many on the marketplace and not all are 
suited to every CPA firm. And, of course, the costs 
and benefits of various sources must be considered. 
For very small firms it might be best to consider 
sharing research materials with other firms or using 
the resources of a university or public library.
In addition, practitioners who are AICPA mem­
bers have at their disposal toll-free telephone access 
to, and borrowing privileges from, one of the most 
complete and up-to-date accounting libraries any­
where—the AICPA library. For a complete copy of 
the Library Guide or for further information, call 
1-800-522-5434 in New York State; or 1-800-223-4155 
in the rest of the United States, including Hawaii, 
Alaska, Puerto Rico and the U.S. Virgin Islands.
-by Michael A. Pearson, CPA, D.B.A. 
and Cynthia C. Ryans, M.L.S.
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Kent, Ohio 44242
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